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INTEGRATEDMarketing Solutions

FLORIDA REALTOR® MAGAZINE
• Award-winning editorial content
• Monthly circulation: 179,514
• CVC Audited Circulation
• Digital online edition
• Specialty advertising options 
• Inserts, Outserts, Cover Wraps, 
• Selective Binding Opportunities
• Full-page regional ads available

FLORIDA REALTORS® NEWS
• Daily email newsletter
• Daily circulation: 142,000+ subscribers
• Banners and text advertising

FLORIDAREALTORS.ORG
• Official website of Florida Realtors
• Banner advertising

FLORIDA REALTORS® LEGAL NEWS
• Monthly email newsletter
• Circulation: 148,000+
• Banner and text advertising

Financing 
for Today’s 

Market
Psst...there are lots  

of options

FLORIDA REALTORS®

OCTOBER 2022
THE BUSINESS 

MAGAZINE  
OF FLORIDA 

REAL ESTATE

floridarealtors.org/magazine ®

WAYS TO SAVE MONEY  
AND THRIVE

PENNY  
PINCHERS:19 TECH: Video App Boosts 

Engagement

[ MAGAZINE ]

[ DAILY NEWS ] [ LEGAL NEWS ] [ e-BLAST ]

[ WEBSITE ]

FLORIDA REALTORS® e-BLAST
• Statewide or regional
• 138,000+ Statewide reach
• �Limited amount of available send dates

to avoid list fatigue

 DIGITAL DISPLAY
• �Programmatic Digital Display 

banner ads
• 100,000 impressions over 30 days
• �Reach your right contacts at the 

right time
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Discover the winning formula to achieve your marketing goals with Florida Realtors. Deliver 
the right message, to the right audience, through the right channels. Start reaching one of the 
largest available audiences of active Realtors today.

Schedule a Call   CLICK HERE

https://calendly.com/florida_realtors_jeff_felbab/15-minute-call
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BROKERS: Why your business needs a comprehensive data strategy.

Agent Engagement  Activities, Variable  Rate Commissions, AI Schedulers & Speaking With Appraisers

®
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Get your message out to one of the largest 
available audiences of active Realtors. 
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Recharge! 

Florida Realtor offers innovative, business-boosting tips and strategies 
for licensed real estate brokers and salespersons. The trade magazine 
plays a vital role connecting more than 179,514 Realtors® (members 
of Florida Realtors) and allied professionals by providing a respected, 
authoritative forum for creative ideas and successful practices. 

The survey says:

RATED #1 MEMBER SERVICE.

Realtors look to Florida Realtor 
magazine for expert advice on marketing, 
technology, business trends and 
management issues.

of Brokers use  Florida Realtor magazine in sales 
meetings to educate new associates.
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AUDIENCE
179,000+

73%
51

 TOTAL REALTORS

Have read 3 of the last 4 
issues of Florida Realtor

LARGE REACH

CONSISTENT READERSHIP

HIGH ENGAGEMENT

Average time spent  
with an issue

of readers contacted or visited the website of a 
business advertised in florida realtor magazine

Indicated Florida Realtor contains advertising 
relevant to their business needs

$51,161,490
POTENTIAL PURCHASING POWER PER MONTH

*Source — Readex Research 2017 Florida Realtor Editorial Survey. 2.8% margin 
of error at the 95% confidence level
**Potential Purchasing Power equals $285, the average amount Florida Realtors 
survey* respondents said they spend per month times our audited circulation of 
179,514

**

MINUTES

59MEDIAN
AGE 

YEARS 

13AVERAGE # 
OF YEARS IN 
THE REAL 
ESTATE 
BUSINESS

43%
RESULTS

68% READERS

YEARS
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Special Positions
An extra 10% computed on applicable rate. Contact publisher for 
availability. Positioning of advertisements is at the discretion of 
publisher except where specific positions are agreed to by contract.

SHIPPING:
7025 Augusta National Drive
Orlando FL 32822-5017

MAILING:
P O Box 725025
Orlando FL 32872-5025

CALL:
(407) 438.1400 ext 2351
(407) 438.1411 Fax 

EMAIL: advertise@floridarealtors.org

Effective January/February 2024 issue audited circulation 179,514

FOUR-COLOR	 1X	 3X	 6X	 10X	 14X

Spread	 $9700	 $7960	 $7510	 $7075	 $6635
Full page	 $5400	 $4425	 $4180	 $3930	 $3685
2/3-page	 $4235	 $3540	 $3340	 $3145	 $2950
1/2-page	 $3390	 $2785	 $2630	 $2475	 $2320
1/3-page	 $2430	 $1990	 $1880	 $1770	 $1660
1/6-page	 $1350	 $1110	 $1045	 $980	 $925
1/12-page	 $800	 $660	 $625	 $590	 $550
Marketplace	 $475

COVERS		  3X	 6X	 10X

Cover 4 (back)		  $5465	 $5160	 $4855
Cover 2 (inside front)		  $5160	 $4870	 $4585
Cover 3 (inside back)		  $4870	 $4600	 $4330

Rates include four-color process.
Cover contracts may be canceled upon 90 days notice.
Rates are based on frequency within a 12-month period from first insertion.

2024 CLOSING DATES

2024 ADVERTISING RATES

ISSUE	 SPACE CLOSING	 MATERIALS DUE	 EXPECTED 		
			   DELIVERY DATE

January/February	 Oct. 31	 Nov. 7	 Dec. 22 
March	 Jan. 3	 Jan. 11	 Feb. 23
April	 Feb. 1	 Feb. 9	 Mar. 22
May	 Mar. 6	 Mar. 15	 Apr. 26
June	 Apr. 3	 Apr. 12	 May 24
July	 Apr. 30	 May 8	 Jun. 21
August	 Jun. 5	 Jun. 13	 Jul. 26
September	 Jul. 11	 Jul. 19	 Aug. 30
October	 Aug. 7	 Aug. 16	 Sep. 27
November/December	 Sep. 5	 Sep. 13	 Oct. 25
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SPONSORED CONTENT
Tell your story in a format similar to the editorial content of the magazine. Make a real impact 
with our readers with this high engagement format. All advertorials are subject to editorial 
approval before publication.

Your words, our audience. Get your message 
out to over 179,000 Realtors.

{ }P R I N T

NET RATES:
Two Page Spread: $9,000
Full Page:  $5,000 

AD SPECS: 
Single page: 8.125” x 10.875” with .125 bleed 
2 page spread: 16.25” x 10.875” with .125 bleed

Headline max font size: 50pt/50pt
Headline max words: 20 words  
Font suggestion: Univers condensed or comparable
Body copy max: 800 words 

All ads must be labeled Sponsored Content on the top 
of page at a minimum of 7pt type
All images/ logos or graphs must be in CMYK and at 
least 300 dpi

* All sponsored content is subject to editorial approval 
before publication.

First-time homebuyers have 
a long list of priorities, many 
inspired by the extra time 
they spent at home during the 
pandemic. They’re excited about 
the prospect of homeownership, 
particularly in the Sunshine 
state where the right piece of 
real estate can land buyers in 
close proximity to beautiful, 
sandy beaches, golf courses 
and parks. But they also feel 
anxious and unprepared for 
Florida’s competitive market. 
Despite the challenges, interest 
rates are hovering near historic 
lows and it’s still a good time to 
invest in a home. So, how do we 
help buyers when inventory is 
low? When Realtors and lenders 
work together homebuyers are 
more successful in finding and 
financing a home that meets  
their criteria.

To understand how homebuyers 
are approaching the market 
in 2022, TD Bank’s First-Time 
Homebuyer Pulse surveyed  
1,000+ Americans who intend  
to purchase their first home  
this year.

Wish List Shifts 

The survey found that in a 
significant shift, proximity to  
work is no longer driving the 
decision about where to live,  
with just 31% saying “close to 
office/work” is a top priority, 
down from 37% percent in 2021. 
As many employers have shifted 
to remote or hybrid schedules, 
Realtors can help buyers explore 
areas they may not have 
considered in the past. 

After years of using their living 
space as offices, classrooms 
and entertainment centers, it’s 
understandable that 69% of 

homebuyers say the desire for 
more space is a motivator, up 
from 57% the prior year. Nearly 
half are looking for space for a 
home office and 37% would like 
space for a home gym. Furry 
friends also reign supreme with 
nearly half seeking a home with 
space for a pet, rising to 54%  
for millennials.

Couple those wish lists with the 
current market in many parts 
of Florida—low inventory, steep 
competition and high prices—and 
it’s clear buyers will need quick, 
expert advice and their financing 
ready to go when they find their 
spacious, pet-friendly dream 
home. 

Preparation Can Alleviate 
Anxiety

While buyers remain committed to 
purchasing a new home, only 36% 
agree that now is a good time to 
buy, a sharp decline from 59% the 
previous year. Finances and the 
state of the economy are chief 
sources of worry. Seven out of 10 
say they’re concerned about the 
economy, and 67% are concerned 
about their ability to afford a 
home. The housing market is also 
dampening enthusiasm, with the 
majority (65%) of buyers saying 
home prices are too high. While 
35% of those respondents still 
want to purchase a home as 
quickly as they can, nearly a  
third (30%) are willing to wait it 
out a bit. 

Taking action and working closely 
with Realtors and lenders can 
help lessen buyers’ anxieties 
and set them up to be more 
successful. At a time when 
cash offers have become more 
common, particularly from real 
estate investors in Florida’s 

hot housing market, having a 
substantial down payment is 
crucial. Yet less than half of 
first-time homebuyers (48%) 
have started saving for a down 
payment, compared to 59% last 
year. More than half (54%) have 
not yet established a budget and 
those who have may have failed 
to account for the costs of home 
ownership, from maintenance 
and renovations, to HOA fees, 
utilities and insurance. 

To increase their chances 
of landing their new home, 
homebuyers should be prepared, 
connecting with a lender early 
in the process to balance house-
hunting with realistic financial 
considerations. Still, just 22% 
of hopeful homebuyers have 
spoken with a lender, despite 
33% reporting they have already 
started physically or virtually 
touring homes. 

Despite wish list shifts, economic 
anxieties and the challenges of 
a competitive Florida market, 
the desire for homeownership is 
as strong as ever. Realtors and 
lenders can collaborate to provide 
homebuyers with wraparound 
guidance on important insight 
like down payment assistance 
programs, setting expectations 
and navigating the process.  
In this market, having a team  
of professionals on the buyer’s  
side can make the difference 
between staying put in a 
suboptimal living situation and 
enjoying that dream home 
alongside your pandemic puppy.

Wish Lists & Financial Anxiety:  
How Realtors & Lenders Can Help First-Time 

Homebuyers Land their Dream Home

SPONSORED CONTENT

Brian Betzler
Regional Mortgage 
Sales Manager
Florida

Brian.Betzler@td.com

Coldwell Banker’s efforts to help drive 
the success of its affiliated agents per-
fectly align with the company’s values 

—from a suite of tech and business tools 
to world-class education and recognition 
events. The goal? To help their agents live 
exceptional lives.

We sat down with Mike Brunnberg, 
Branch Manager of the company’s Fort 
Lauderdale Las Olas office, and Assistant 
Branch Manager Richard Rogowski to 
discuss the strategies proving successful 
in their office.

Q: What are your top priorities for 
supporting your affiliated agents?
MB: We saw that 2020 shifted how real 
estate agents could work. Now, it’s about 
how they’ve applied those learnings to 
serve a demanding market. Our top prior-
ity is to facilitate efficient and productive 
ways for them to conduct their business 
using a technology, innovative programs, 
and valuable sales and business coach-
ing—both in-person or virtually. When 
agents have the support that allows them 
to spend more time on growing their 
business and doing the things they enjoy, 
they are successful and happier. 

Q: How would you describe the cul-
ture in your office?
RR: We foster a collaborative and diverse 
culture because we’ve seen the sense 
of unity and support that our affiliated 
agents feel. We make ourselves present 
in their lives to help them meet their 
business needs, but also their personal 
and professional goals. Making sure they 
feel recognized and celebrated, while 
offering actionable strategies to further 
grow their business is vital. It’s a produc-
tive and energizing culture supported by 
leadership, which is part of why Coldwell 
Banker ranked first in agent satisfaction 
in a 2020 report via Quester Research. 

We focus on providing valuable experi-
ences to our affiliated agents and staff. 

Q: What tools are making a difference 
in how your affiliated agents work?
MB: Marketing is at the core of every real 
estate agent’s business, whether it’s mar-
keting a listing or yourself. The industry 
is competitive, and agents must stand 
out with their value proposition to the 
client. When a client sees a comprehen-
sive marketing plan, they trust the agent 
is equipped with the right tools to serve 
them. Our listing and design concierge 
programs provide quality marketing to let 
our agents focus on winning and selling 
listings. Programs offered by Coldwell 
Banker, like RealVitalize, a home im-
provement resource, and RealSure, a cash 
offer program, are helping our affiliated 
agents stand out because they’re a direct 
response to the needs of consumers. 

Q: Why is Fort Lauderdale such a hot 
market in Florida?
RR: Fort Lauderdale is one of the most 
diverse cities in the country. It’s a destina-
tion for business and pleasure. Investors 
and foreign buyers see this market as a 
great opportunity, and we have some of 
the most beautiful luxury residential 
homes—from sprawling condo units to 
exclusive waterfront communities like 
Las Olas Isle, close to the famed Las Olas 
Blvd where our office is centrally located. 
We also have a big yachting community. 
In fact, the world’s largest in-water boat 
show is held here. It’s the lifestyle oppor-
tunities that attracts buyers, worldwide. 

Q: What do agents need to be success-
ful in your market?
MB: In-depth understanding of the mar-
ket and the cultures that form part of this 
community and a refined skillset to meet 
the varying needs of consumers, especial-

Coldwell Banker Managers Helping 
Agents to Live Exceptional Lives

About Coldwell Banker Realty in Florida  
Coldwell Banker Realty in Florida is a leading residential real estate brokerage company with 
approximately 80 offices and 7,400 affiliated sales associates. Coldwell Banker Realty is owned 
by a subsidiary of Realogy Holdings Corp. (NYSE: RLGY), the largest full-service residential real 
estate services company in the United States. Visit ColdwellBankerHomes.com.  

SPONSORED CONTENT

ly in the luxury market. Fort Lauderdale 
is a top market for foreign buyers, having 
a global reach is key. Our affiliated agents 
benefit from access to a global network 
with 96,000 agents across more than 40 
countries. Our Global Luxury® program 
helps agents connect with affluent clients 
worldwide and markets properties on 
some of the world’s most exclusive, 
high-performance real estate websites.

Q: What is your advice for real estate 
agents in today’s industry?
MB: There is a skillset that all agents 
need to possess to work in real estate, but 
everyone has a unique talent that they 
can leverage to stand out from the rest. 
Find that niche, identify your greatest 
strengths and learn how communicate 
that to the world. Aligning with a broker-
age that offers the tools and skills neces-
sary to grow your business is crucial, but 
it starts with your mindset. 
RR: At Coldwell Banker, we think of 
ourselves as the North Star for our 
clients, and every agent should have that 
client-focused approach. Ask what you’re 
doing to best serve the needs of your 
clients. Do your clients feel informed? 
Are you communicating your efforts and 
checking in to the best of your ability? 
Remember that ‘people will forget what 
you said, but they will never forget how 
you made them feel.’ 

MIKE BRUNNBERG AND RICHARD ROGOWSKI
COLDWELL BANKER, FORT LAUDERDALE

From the very first day 
industry legend Ricar-

do Guerra chose to join the 
leadership team at CENTU-
RY 21 World Connection, we 
have more than doubled the 
number of agents who joined 
“la familia”—in just the last 
two years —and we expect 
to have similar gains this 
year. For us, and the entire 
CENTURY 21® brand, there 
are many reasons for this 
extraordinary growth but 
for our company it’s our ap-
proach to recruitment. We 
commit ourselves to being 
transparent in every interaction we have 
with prospects as well as within our own 
team and that extends to our South Florida 
real estate consumers. 

Like most actions in life, there are pro-
cesses and accountability standards that 
must be met for success, and recruitment 
is no different. That means we do what 
most companies do: we make a lot of calls, 
and send a great many emails and texts, 
with permission. The difference for us lies 
in the three R’s: reputation, repetition and 
relevance.  

Every broker, whether new or seasoned, 
just as how they advise their agents when 
prospecting clients, should leverage their 
reputation and sphere of influence. I’ve 
been in the business for 37 years and as 
such, I know a lot of people. I know who to 
target. My ‘go-to’ targets, the ones I like 
to connect with most, are those agents 
who have plateaued and may or may not be 
looking to get to that next level. What I do is 
go on the MLS through LionDesk. I see the 
agents who are selling, the neighborhoods 
they’re doing the business in and input 
those names and data into a spreadsheet to 
use with my Constant Contact software.  

This is not rocket science nor do you have 
to be a scientist to get it done. The differ-
ence is having a reputation in the industry 
for having and delivering a plan that helps 

agents connect with 
people, drive leads, start 
conversations, and build 
long-term relationships 
with homebuyers, 
homesellers and property 
investors. 

Plus, it’s nice to have an 
ace in the hole. For us, we 
have Ricardo who, along 
with his wife Acela, have 
an impeccable reputation 
in the industry. From 
purely a business perspec-
tive, this ‘merger’ with 
the Guerra’s has provided 
the World Connection 

Team with a tremendous return. They are 
very well known in the city, plus, they’ve 
been with the C21® brand for many years, 
having owned two CENTURY 21 offices 
throughout the 1990’s. I would recommend 
to brokers who are looking to grow, to con-
sider this type of M&A because the ROI can 
be amazing. 

As far as repetition is concerned, it’s all 
about consistency. While most companies 
understand the ‘rinse and repeat’ approach 
to recruiting, what we do is focus more on 
another “R:” the review process. The pro-
cess is a challenge, could be painstakingly 
long, but the result of knowing what works 
and what doesn’t, and having a better un-
derstanding of agent profiles is well worth 
the effort. The guidance and feedback we 
receive is invaluable. 

In recruiting, there’s no denying the 
importance of reputation and repetition. 
However, if that reputation and the repet-

The Three ‘R’s’ of 
Successful Recruiting: 
Reputation, Repetition 
and Relevance
by Roberto Castillo, Broker Owner, CENTURY 21 World Connection, Miami  

Who is Roberto Castillo?
Roberto was born in Cuba in the late 50’s and, in 1960 he immigrated to Miami with his family. He is 
a proud graduate from Miami Dade College. Roberto’s success in real estate has been attributed 
to his high level of motivation, natural leadership skills, and extensive knowledge in marketing and 
selling homes. He is one of the leading real estate agents in South Florida. His welcoming words 
for new agents:“We are proud of who we are:  diverse, multicultural, professional, and honest. Our 
experienced staff works efficiently to support more than 140 agents. We invite you to join this great 
CENTURY 21 World Connection Team and break barriers together. With you always!”
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itive strategy you decide to put in place is 
not relevant to an agent, recruitment efforts 
will never be successful. And here is where 
most brokerages fall flat: they focus more 
on themselves and how great they are, 
rather than focusing on agent expectations, 
wants and needs, and how together you can 
get them to where they want to be in their 
chosen career. 

The best tool that we have is email. The 
content we feature (video, audio, charts/
graphs, stats, etc.) always elevates and 
puts the focus on them, their growth and 
when applicable, is personalized to their 
real estate professional journey. Because 
of this approach, many times emails lead 
to conversations. And once we have those 
conversations, the chance of having them 
join our family grows exponentially. Our 
success rate, once we get them in the door, 
is about 80%. They hear, first-hand, from 
our entire leadership team about how we 
as individuals and as a collective can help 
them achieve their real estate goals. 

For example, once the recruit signs on 
the dotted line with Ricardo, they go to 
Jorge Besereni, our trainer/coach who is 
here basically, 24/7. Jorge works through 
the onboarding process and sets up the 
agent with four days a week of training. He 
also provides them with the name tags and 
500 professional business cards as well as 
signs for open houses. Basically, they get to 
see the entire package. 

We’re building for the future by recruit-
ing agents who match our culture, want 
to grow and who recognize that we are 
evolving with a digital age that is already 
here and AI is around the corner. We’re 
preparing everybody for a market that is in 
constant change. 

The business of recruiting is perse-
verance work. It’s constant. It’s the same 
work, every day. That is the key. We are a 
team working together, one helping the 
other, with shared goals. We are a family 
who wants what is best for everyone in 
the office. So, while it is important that we 
grow today and into tomorrow, we do so 
by recruiting agents who are high-energy, 
growth-oriented, and looking for la familia 
that cares for them professionally and 
personally.

ROBERTO CASTILLO
CENTURY 21 World 
Connection
Miami

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 6
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FLORIDA REALTOR MARKETPLACE
Large audience - low rate.  
The Florida Realtor Marketplace section offers a cost-efficient platform for you to get 
your message out to over 179,000 Realtors in the state.

{ }P R I N T

RATE: $475
Size: Marketplace size (2.25” x 2.25”) 
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advertising

READY TO GET INTO 
PROPERTY MANAGEMENT? 

Brokerage  SERV ICES

In today’s low-margin real 
estate brokerage environ-
ment, brokers are exploring 

additional income streams. 
Property management stands 
out as a viable option.

“I recently started in 
property management after 
owning a brokerage for five 
years, says Tiea Vincent, 
broker-owner of NXT Level 
Real Estate in Jacksonville. 
“Most of my sales come from 
either selling homes that are 
in my management portfolio 
or helping investors buy more 
houses for me to manage,” she 
notes. 

Vincent shares insights and 
lessons learned establish-

ing a property management 
practice.

1. TO SEPARATE OR  
INTEGRATE? There are two 
ways to structure a property 
management business. First, 
as a separate entity. As a sepa-
rate entity, such as an LLC or 
corporation, the brokerage’s 
reputation from potential 
negative property manage-
ment reviews is protected. 
The second choice is to make 
it a department within the 
brokerage. This offers built-in 
referrals from the existing 
sales team, which is ideal for 
larger brokerages. However, 
smaller brokerages might need 
strategies to attract referrals.

2. CHOOSE THE RIGHT 
 LEADER. It’s essential to seek 
individuals with property 
management designations. 
“Preferably, they should be 
members of organizations like 
the National Association of 
Residential Property Manag-
ers (NARPM) or the Institute 
of Real Estate Management 
(IREM),” says Vincent. A 
competent leader ensures 
consistent service quality and 
division success.

3. STRUCTURE  
THOUGHTFULLY. “There are 
two primary approaches,” 
says Vincent. The Depart-
mentalized Approach assigns 
specific tasks to roles like 
maintenance coordinators 
and leasing agents, promoting 
consistency but may require 
more resources. The Portfo-
lio-Managed Approach lets 
one agent handle all property 
aspects, from collections to 
inspections. This offers more 
independence but can chal-
lenge consistency.

4. INVEST IN TECHNOLOGY. 
Brokers should invest in scal-
able and robust accounting 
software. Essential features 
to look for include online 
maintenance requests, owner 
and tenant portals, and online 
payment processing. “You 
want a program that grows 
with you,” she says. Also, she 
notes, “Document all of you 
processes and procedures as 
they are the key to success.”

5. HIRE AN ASSISTANT. 
Consider virtual assistants 
for tasks like maintenance 
coordination and customer 

If you’re contemplating opening a property 
management division, read this first.
BY TRACEY C. VELT

service. “I was very slow 
to decide to use a virtual 
assistant,” she says. “Property 
managers tend to be thick 
skinned, so they may come 
off indifferent. So, I basically 
hired to my weakness,” she 
says. “She is that smiling face 
and handles almost all of my 
maintenance coordination.” 
She says this position makes 
between $1,200 to $1,500 a 
month. This strategy allows 
property managers to focus on 
core business aspects.

6. SET BOUNDARIES. Property 
managers should be selective. 
It’s crucial to only take on 
clients and properties that 
align with their standards and 
business goals. “If your gut is 
telling you ‘no,’ or your process 
and procedures preclude you 
from taking this client, don’t 
overrule it. Listen to your 
expertise and trust yourself,” 
she says. Establishing clear 
criteria for the ideal client and 
property can prevent potential 
issues.

No matter how you go about 
it, says Vincent, remember 
steady income and a booming 
portfolio takes time. Wheth-
er you decide to structure 
your property management 
practice as a separate entity 
or a department within the 
brokerage, attention to detail, 
advanced technology and 
consistent processes are par-
amount. The success of your 
venture will largely depend on 
these foundational elements.

Tracey C. Velt is a contribu-
tor editor for Florida Realtor® 
magazine.

TIEA VINCENT
NXT LEVEL REAL  
ESTATE, JACKSONVILLE
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www.Aviles-RealEstate.com
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James Island
Isles of Palms
Kiawah Island
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standard of integrity 
is one of our most 
important pillars
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"No Obligation,  Just Opportunity!"

Team Z ~ Zandra Ulloa Realty Group 
DRE #02075591 | 01868831 

Referral Fee...Negotiable!
Excellent Client Care...Non-Negotiable!

Brokered with Active Realty
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We guarantee that your client will 
always be your client.

We manage properties in South 
Florida and Orlando.

Contact us for more information:
www.floridahomesintl.com
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(305) 396-4496 ext. 4
management@floridahomesintl.com

Hablamos Español

SUBSCRIBE TODAY!
Subscriptions to 
Florida Realtor® 

magazine make 
perfect gifts  
to referral sales 
associates  
in other markets. 

®

WorldOpportunity
of

APRIL 2021
THE BUSINESS MAGAZINE  OF FLORIDA REAL ESTATEfloridarealtors.org/magazine

FLORIDA REALTORS®

Focus on Hot Countries  Master Social Media
Expand Global Reach

VIRTUAL SELLING: Agent Starr Keating uses interactive tours to sell the Florida lifestyle.
Global Facebook Groups, 20+ International Marketing Resources, Building a Global Brokerage

Plus

Visit floridarealtors.org/magazine  
and click on the subscribe button.

35% REFERRAL FEE

Gil Aviles, Licensed Broker – REALTOR®

Aviles Real-Estate Brokerage
843-697-5535
gil@aviles-realestate.com
www.Aviles-RealEstate.com

CHARLESTON SC AREA Mount Pleasant
James Island
Isles of Palms
Kiawah Island

Upholding the highest 
standard of integrity 
is one of our most 
important pillars

Let's Partner Up!

"No Obligation,  Just Opportunity!"

Team Z ~ Zandra Ulloa Realty Group 
DRE #02075591 | 01868831 

Referral Fee...Negotiable!
Excellent Client Care...Non-Negotiable!

Brokered with Active Realty
RachelW@ActiveRealty.com

Let's Partner Up!

"No Obligation,  Just Opportunity!"

Team Z ~ Zandra Ulloa Realty Group 
DRE #02075591 | 01868831 

Referral Fee...Negotiable!
Excellent Client Care...Non-Negotiable!

Brokered with Active Realty
RachelW@ActiveRealty.com

SUBSCRIBE TODAY!
Subscriptions to 
Florida Realtor® 

magazine make 
perfect gifts  
to referral sales 
associates  
in other markets. 

®

WorldOpportunity
of

APRIL 2021
THE BUSINESS MAGAZINE  OF FLORIDA REAL ESTATEfloridarealtors.org/magazine

FLORIDA REALTORS®

Focus on Hot Countries  Master Social Media
Expand Global Reach

VIRTUAL SELLING: Agent Starr Keating uses interactive tours to sell the Florida lifestyle.
Global Facebook Groups, 20+ International Marketing Resources, Building a Global Brokerage

Plus

Visit floridarealtors.org/magazine  
and click on the subscribe button.

We guarantee that your client will 
always be your client.

We manage properties in South 
Florida and Orlando.

Contact us for more information:
www.floridahomesintl.com

WANT TO INCREASE 
YOUR SALES?

YOU SELL, WE MANAGE.

(305) 396-4496 ext. 4
management@floridahomesintl.com

Hablamos Español

ADVERTISE WITH US!  Jeff Falbab (407) 438-1400 ext. 2351 or Advertise@floridarealtors.org 

Schedule a Call   CLICK HERE

https://calendly.com/florida_realtors_jeff_felbab/15-minute-call


MANUFACTURING

PRE-PRESS:	 Computer-to-Plate (CTP)
PRESS: 	 Web offset
BINDING: 	 Saddle-stitch
TRIM SIZE: 	 Full page – 8-1/8” x 10-7/8”
	 Spread – 16-1/4” x 10-7/8”

DIGITAL FILES

ACCEPTABLE FORMATS:	
PDF/X1a 
Adobe InDesign
Adobe Illustrator
Adobe Photoshop
TIFF
EPS (see miscellaneous)
	
Indicate the issue for which the digital files are 
supplied, and the ad size and bleed specs.  
i.e.: Florida Realtor_June 2024_Full Page_Bleed

Supply CMYK color-
corrected electronic 
printable files. To guarantee 
correct color reproduction, 
include a proof that meets 
SWOP specifications. See 
www.swop.org. 

ALL FONTS must be 
embedded in the pdf file, 
outlined or packaged with 
the art files.

Include ALL artwork/links 
(i.e. placed graphics,  
photographs, logos). Image 
resolution should be at least 
300 dpi at final size. Before 
placing artwork into the ad, 
size artwork to 100% OF 
ACTUAL SIZE USED IN AD.
Artwork must be converted 
to CMYK colors. RGB colors 
are not acceptable. Convert 
any Pantone colors from 
“spot” to “process” (CMYK) 
before saving files.

Additional costs may be 
incurred if file is not  
supplied to specifications.

SHIPPING INSTRUCTIONS
Jeff Felbab
Florida Realtor magazine
7025 Augusta National Drive
Orlando FL 32822-5017
(407) 438-1400 ext 2351
(407) 438-1411 FAX
advertise@floridarealtors.org

MISCELLANEOUS INSTRUCTIONS

PRODUCTION SPECS

NON-BLEED AD UNIT SIZES

AD SIZE	 WIDTH	 DEPTH

2-Page Spread	 15.25”	 9.875”
Full Page	 7.125”	 9.875”
2/3-Page	 4.635”	 9.875”
1/2-Page horizontal	 7.125”	 4.75”
1/3-Page vertical	 2.1794”	 9.875”
1/6-Page vertical	 2.1794”	 4.75”
1/12-Page	 2.1794”	 2.1794”

BLEED AD UNIT SIZES  
(Ad sizes include 1/8” bleed on all 4 sides of the ad.)

AD SIZE	 WIDTH	 DEPTH

2-page Spread	 16.5”	 11.125”
Full Page	 8.37”	 11.125”
2/3-Page	 5.39”	 11.125”
1/2-Page horizontal	 8.38”	 5.4491”
1/3-Page vertical	 2.961”	 11.125”

Keep live copy a minimum of 1/4” inside final trim for safety.

FLORIDA REALTORS®

JULY 2023
THE BUSINESS 

MAGAZINE  
OF FLORIDA 

REAL ESTATE

floridarealtors.org/magazine

BROKERS: Broker Michael Wyckoff offers tips for 
becoming a business coach to agents.

®

2 Days Too 
Good to Miss!
2023 Florida Realtors® 

Convention & Trade Expo
Aug. 16-17 // Orlando

pg. 3
Plus

how to 
build 
teams 
that 
work
Top Teams Share 
Lessons Learned

Is It Time to 
Introduce Buyer 
Representation 
Agreements?

CHATBOTS, 
DEEPFAKES  
and MORE
Safeguarding Your 
Transactions From  
AI-Powered Threats

Best PracticesT
e

A
M s

Supercharge Your Lead Gen 
2023 Legislative Spotlight 
Marketing to Seniors

DIMENSIONS

{ }P R I N T
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Our email newsletters and web site offer a variety of online advertising opportunities 
designed to effectively target your message to Florida’s real estate professionals.

DAILY BUSINESS E-NEWSLETTER ADVERTISING
Daily circulation: 142,000+ subscribers
Banner and text advertising

OFFICIAL WEBSITE OF FLORIDA REALTORS
Your ad receives 125,000+ impressions per month
Banner advertising

MONHTLY LEGAL NEWSLETTER 
Monthly E-newsletter
Circulation: 148,000+
Banner and text advertising

DIGITAL MEDIA
DEDICATED EMAIL ADVERTISING
Statewide reach 138,000+
Regional opportunities available

DIGITAL DISPLAY
Expand the reach of your message
Customized packages
100,000 impressions for 30 days

YOUR AD HERE

Marketing Solutions
{ }D I G I TA L



Florida Realtors News is a daily email newsletter that summaries 
each day’s most essential real estate news. Delivered in crisp, headline 
format with links to the association’s web site for comprehensive news 
information.

DAILY BUSINESS E-NEWSLETTER ADVERTISING

AD UNIT	 AD SIZE	 PLACEMENT	 1 WEEK	 6 WEEKS	 12 WEEKS	 24 WEEKS

Banner	 468px x 90px	 Position 1	 $1,400	 $1,260	 $1,135	 $995

Rectangle	 300px x 250px	 Position 2	 $1,260	 $1,135	 $1,020	 $915

Text	 See specs	 Position 3	 $1105	 $995	 $895	 $805

Text	 See specs	 Position 4	 $895	 $805	 $715	 $625

RATES ARE NET PER WEEK
There are 5 newsletters per week 
excluding holidays
Payable in advance
Non-cancelable

2024 CLOSING DATES
Insertion order, payment and copy are due 
no later than five business days prior to 
Monday start date

AD SPECIFICATIONS

Banner: 468 x 90 pixels

Rectangle: 300 x 250 pixels

Text specifications: 
Headline: maximum 10 words and no more 
than 65 characters including spaces.
Body copy: maximum 28 words and no more 
than 169 characters including spaces.

POSITION 4
Text Ad

See text ad  
specifications

POSITION 2
300 x 250 pixels

Rectangle

Maximum  
file size: 50K

File Type: JPG

Creative must be 
surrounded by 
minimum 1 pixel 
border

POSITION 3
Text Ad

See text ad  
specifications

POSITION 1
468 x 90 pixels

Banner

2024 EMAIL-NEWSLETTER ADVERTISING RATES

Click image to see sample. { }D I G I TA L

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 10

Schedule a Call   CLICK HERE

https://calendly.com/florida_realtors_jeff_felbab/15-minute-call
http://newsletter.floridarealtors.org/archive/9z2zp7vv89hlebk54p8k8gqcajf6mbqg4338910vrr8_rp2ach2srat38h1e8he49j0s3i64pb5cph2bs


MONTHLY LEGAL E-NEWSLETTER ADVERTISING

AD UNIT	 AD SIZE	 PLACEMENT	 1 MONTH	 3 MONTHS	 6 MONTHS	 12 MONTHS

Banner	 468px x 90px	 Position 1	 $425	 $405	 $385	 $365

Rectangle	 300px x 250px	 Position 2	 $410	 $390	 $375	 $360

Text	 See specs	 Position 3	 $385	 $360	 $335	 $315

RATES ARE NET PER MONTH
Payable in advance
Non-cancelable
Subject to availability

2024 CLOSING DATES
Insertion order, payment and copy are due 
no later than seven business days prior to 
Monday start date

AD SPECIFICATIONS

Banner: 468 x 90 pixels

Rectangle: 300 x 250 pixels

Text specifications: 

Headline: maximum 10 words and no more 
than 65 characters including spaces.

Body copy: maximum 28 words and no more 
than 169 characters including spaces.

POSITION 1
468 x 90 pixels

POSITION 2
300 x 250 pixels

Rectangle

POSITION 3
Text

The Florida Realtors Legal News provides advice to help members 
stay on the right side of the law. It’s no wonder it’s among our most 
popular publications.

Maximum  
file size: 50K

File Type: JPG

Creative must be 
surrounded by 
minimum 1 pixel 
border

2024 EMAIL-NEWSLETTER ADVERTISING RATES [BANNER]

[TEXT]

[RECTANGLE]

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 11
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2024 eBLAST ADVERTISING RATES

Full List Distribution: 138,000+  –  $7,000 net

File Type: JPG, GIF

Maximum file size: 300kb

600 pixels wide (fixed) x 500 pixels high

Provide click-through, destination URL

Subject line: Maximum of 35 characters 
including spaces

Pre-header text: Maximum of 100 characters 
including spaces

No use of spam flag words – examples include 
free, discount, save, buy, dollar signs, amount 
references

No animation

Due dates: eBlast material is due 10 business 
days prior to launch date

Regional eBlast: Limited regional eBlast 
opportunities available. Call for more details.

Dedicated email to members. To avoid list fatigue we offer a limited 
amount of sends per month.  Subject to availability. Statewide and 
regional opportunities available.

All e-blast advertising creative is subject to approval by Florida 
Realtors. Florida Realtors has the right to reject or cancel any 
advertisement deemed inappropriate and refund money paid for 
that advertisement.

Click image below to see sample.

• Pure first party data, email list is taken from our member list that is updated daily
• Higher open rates since sender (Florida Realtors) is a trusted source 
• �100% share of voice. Your message is the only messaging on the e-blast, giving you 

a high level of engagement
• �To avoid list fatigue we limit the amount of sends per month, this results in less 

available inventory but better performance metrics for our advertisers

Why Florida Realtors® e-blast?

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 12
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https://calendly.com/florida_realtors_jeff_felbab/15-minute-call
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OFFICIAL WEBSITE OF FLORIDA REALTORS

Creative must be surrounded by minimum 1 pixel border
Audio not permitted
Provide click-through URL
Linking URLs must be domain name based – NOT the IP address
Submit banner and URL via email.

FLORIDA REALTORS WEBSITE – NEWS PAGE LEADERBOARD

• �728 x 90 (desktop/tablets) and 320 x 50 (mobile) banner ad on 
website news pages.  

• �News web pages are also the web page users land on when they 
click on an article in the Daily News email newsletter

• �Rate $1,250 for 30 days - approx. 125,000 impressions

FloridaRealtors.org provides valuable tools and resources 
that help Florida’s real estate professionals every day.  The site 
connects Realtors with contract forms, technology services, 
advocacy resources, and market data and research.

FloridaRealtors .org

Click image below for sample

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 13
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• Reach our members as they travel around the web 
• �Fully customizable, target a region, county, zipcode 

or target an event
• �Digital banner ads are served while Realtors are 

on their devices or desktop checking the news, 
weather, sports etc ... 

• �5 IAB Banner ad sizes: 728px x 90px,  
300px x 250px, 300px x 50px, 320px x 50px, and 
160px x 600px

100,000 impressions for 30 days - $995

RIGHT MESSAGE, RIGHT PERSON, RIGHT TIME
Serve ads to our Realtor members where ever they are.  

YOUR AD HERE

YOUR AD HERE

YOUR AD HERE

Digital Display

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 14
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• �Reach our members via “Big Screen” (streaming 
devices, smart TV & Gaming Consoles) and “Small 
Screen: (Laptops, Tablets, & Smart Phones)

• �Using our member list as the source we utilize 
cross device matching to serve your ads

• Ads are :15 second non-skippable videos
• �Fully customizable, target a region, county,  

or zip code
• Ad placements include

Pre-Roll Video Ads – These video ads appear 
immediately before free video content on 
publishers like CNN.com, Forbes, Local News 
Sites and many more
Mid Roll video ads – these ads appear within 
the content of longer videos
Post Roll video ads – These ads appear at the 
end of a video
In-banner video – These videos are converted 
to in-banner format and size to run in standard 
display ad space

RIGHT MESSAGE, RIGHT PERSON, RIGHT TIME
Increase the reach of your message by engaging with our Realtor 
members with while they are watching their favorite content on their 
streaming devices.  

OTT/CTV 

RATES:
$1,100 – 10,000 impressions 

SPECS:

Video:
Dimensions: 960px X 720px AND 960px X 540px
Audio Bitrate: 128kbps or higher
Video Bitrate: 2.0mbps or higher
Preferred Format: mp4 (h.264)
Max video file size: 10MB with a max final load 
size of 200MB

In Banner Video:
Dimensions: 960px X 720px AND 960px X 540px
Audio Bitrate: 128kbps or higher
Video Bitrate: 2.0mbps or higher
Preferred format mp4 or HTML5 coded as 300 x 250
Max initial payload file size: 200 KB
Max total video size: 5MB

YOUR AD HERE

YOUR AD HERE

YOUR AD HERE

FOR MORE INFORMATION CONTACT: 	  JEFF FELBAB (407) 438-1400 EXT. 2351 	 ADVERTISE@FLORIDAREALTORS.ORG 15
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Attorney’s Title Fund Services

Avis

Biz Success Books

BoomTown!

Brokermint

Broward, Palm Beaches, and  
St. Lucie Realtors

Budget Rental Car

Buffini & Company

Constant Contact

Craig Proctor

Department of Business and 
Professional Licensing –  
Div of Real Estate

eCommission 

Enhanced Brokering

EXIT Southeast

Florida Homestead Check

Fluent Mortgage

Form Simplicity

Forward My Listing

Great Tampa Realtors 

Greg Luther Coaching

IN GOOD COMPANY When you advertise with Florida 
Realtors® you will be in good company.

Hernando County Association  
of Realtors

HotelPlanner

Just Listed Social 

LPT Realty

Mashore Method

Member Options

Miami Association of Realtors

Midas IQ

Minto Communities 

National Association of Realtors 
– C2EX

National Association of Realtors 
– Center For Financial Wellness

National Association of 
Realtors – Center for Real Estate 
Development

National Association of Realtors 
– Events

National Association of Realtors 
– Spire

Northeast Florida Association of 
Realtors (NEFAR)

ODP Business Solutions

Orlando Regional Realtors 
Association 

Osceola County Association  
of Realtors

Paperless Agent

Partnership Realty

Pendry Residences

Pinellas Suncoast Association & 
Central Pasco Association

Pillar to Post

RBC Bank

Real Care Insurance Florida

Realtor.com

Realtor Association of Citrus 
County

Realtors Association of Lake and 
Sumter Counties

Realtors of Punta Gorda-Port 
Charlotte-North Port-DeSoto, Inc

RealMLS

Realvolve

RentRedi

RentSpree

Royal Palm Coast Realtors 
Association

Realtor Association of Sarasota 
and Manatee  

See You Ledger

SERHANT, Ventures

SignMore

Space Coast Association of 
Realtors

Star One Realty Group

Stellar MLS

The Canadian Real Estate 
Association (CREA)

The Iconic Agent

Trans-Equity

TransUnion

United Wholesale Mortgage

UPS

Venice Board of Realtors

VirtualStaging.com 

Weichert Real Estate

Wise Agent

Yardi

Your Home Plus

Recent Florida 
Realtors® 
Advertisers




